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Distributor case studies 
(alphabetically by company) 


Yesterday Michigan; tomorrow the world? 
All-Phase Electric Supply Co. president Ron 
Kinney has brought the company from one 
location to the sixth largest U.S. electrical dis- 
tributor in 23 years. Here’s what he plans to do 
now. June, p. 40 


Selling out; buying in 

What the seller and buyer of Bellco Electric & 
Supply Co. have to say will strike a chord. May, 
p. 46 


Strength through diversity 
Why H.H. Benfield Electric Supply set up 
separate companies. Oct., p. 41 


Making the most in the contractor market 
With a mix of products, salesmanship and ser- 
vice, Bergenfield Lighting thrives as a contractor 
supply house. Dec., p. 43 


The best of two markets 
Border States Electric Supply specializes in both 
utilities and contractors. July, p. 21 


Business as (un)usual in the Big Apple 
City Electric has made its special mark in New 
York City. Oct., p. 33 


The frontier spirit pays off 

Six years ago, David Crum followed the energy 
industry into Wyoming to start a distributorship. 
Today the business is thriving. Aug., p. 34 


When branch managers own a piece of 

the action 

Dardanella Electric Corp. was founded on the 
idea that people who own a share in the business 
make the most motivated managers. July, p. 34 


A dash of D-I-Y expertise 

Dash Electrical Merchandising Co. is growing 
along with the burgeoning do-it-yourself mar- 
ket. June, p. 57 


A new face for an older business 
Eck Supply Co.’s solution for urban decay is 
urban renewal. Sept., p. 35 


Uncle Sam wants you 

It takes a special salesperson to sell to armed 
forces installations. And he has to be backed by a 
persistent collections manager and a committed 
boss. Just such a team is at Electrical Suppliers 
Inc., Norfolk, Va. Aug., p. 29 


ESD Co. expands into industrial markets 
This California distributor plans to stay strong 
in construction as it moves into MRO and OEM 
sales. Jan., p. 46 





Glasco Electric Co. strives to strengthen 
market position 

Backed by new owners Newey & Eyre, this St. 
Louis distributor strives to realize its full poten- 
tial. Jan., p. 49 


“Let’s make a deal” 

An innovative lighting showroom promotion 
helped Gross Electric Inc. move merchandise in 
spite of economic conditions. June, p. 54 


The Hite Co.’s high hopes 
This distributor found a market for residential 
“hot brick” room heaters. Dec., p. 34 


Burned out 

But Hobb Electric Supply, New York, was back 
in business in five days, with help from their 
friends. Mar., p. 47 


A minority firm takes root 

To start Indel Electrical Distributors in Chica- 
go, David Sullivan had to track down financing. 
His professional approach got results. Mar., 
p. 40 


Coping in the ’80s: Experience helps 

Dan Litscher and Roger Remtema of Litscher 
Electric Co., Grand Rapids, Michigan, tell it as 
they see it. Mar., p. 45 


LCOMP’s strategy for beating recession 

Their game plan calls for national selling, direct 
mail and more. This electronics distributor could 
be both your next competitor and. your next 


supplier. Apr., p. 41 


“We aim to be a one-stop maintenance supply 
house.” 

By doing that, Mid-Island Electrical Sales gets 
high marks from its industrial customers. Apr., 
p. 87 


Mill-Power’s power play 

This distributor plans to save its commercial /in- 
dustrial customers money with a water tank- 
type thermal storage system. Dec., p. 35 


Inside Newey & Eyre 

The British have staked a major claim in U.S. 
electrical wholesaling. Here’s what’s going on, 
from both the British side and the American 
side. Jan., p. 25 


How Oakes opts for cost-efficient distribution 
This New England distributor has found a 
workable way to give customers in outlying 
areas overnight service, without adding a 
branch. Feb., p. 39 


What recession? 
Square Electric Co. readies its new facility for 
the economic turnaround. Sept., p. 49 





Summers Electric Co. sets its sights further 
east 

This Texas-based distributor—the first —and 
largest Newey & Eyre U.S. investment — plans 
active growth. Jan., p. 41 


A new/old twist in sales for construction 

A staff of field-sales engineers means Uhr Elec- 
tric Supply Co. can strip, price and bid a job 
without depending on a manufacturer. Mar., 
p. 27 


Market reports 
(geographic) 


Not so quiet on the western front 

What makes Denver a good place for electrical 
distributors to be? EW went to three of the city’s 
big independents to find out. Apr., p. 81 


Commercial building buoys Houston 

The city’s a right-now growth spot for commer- 
cial construction work. And electrical distribu- 
tors have to cope with the problems of plenty — 
people shortages, transportation tie-ups, financ- 
ing pressures and tough competition. May, 
p. 25 


Regional Factbook 

A compendium of data that tells you electrical 
wholesalers’ sales, product mix and customer 
mix, as well as employment in major end-user 
markets, arranged by region, state and local 
area. Nov., p. 61 


Feature stories on the industry 


Facing up to the major challenges 

of the decade 

All three segments of the industry — distributors, 
manufacturers and reps—assess the problems 
facing them in the ’80s. Each group has its own 
priorities and its own solutions. Feb., p. 49 


The industry’s 250 Biggest 

EW’s biennial ranking of the largest electrical 
distributors in the country is an industry event! 
This year’s list provides a few surprises, starting 
with the No. 2 spot. Apr., p. 49 


The regional chains at a glance 

Who they are, where they are, how they plan to 
grow —it’s all part of this exclusive EW report. 
Apr., p. 61 


Building for the future 

Whether distributors are renovating old offices 
and warehouses, building new ones or just 
thinking about the project, they’re taking new 
things into consideration. May, p. 51 
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As the electrical industry moves toward univer- 
sal product codes, distributors and manufactur- 
ers debate their merits. June, p. 65 


Washington, D.C.: What’s there for you? 
From legislation to regulation, from rhetoric to 
action, what happens in the nation’s capital 
affects your business. Here’s EW’s small busi- 
nessperson’s eye-view of Washington. Included 
are an overview of how the Administration 
views small business, an interview with the new 
head of the Small Business Administration, a 
review of recently passed and pending legislation 
and a guide to helpful (to you) departments and 
agencies. July, p. 24 


The people problem— it’s intensified by hard 
times 

It’s quality, not quantity, that counts as electrical 
wholesalers struggle to staff leaner and sharper. 


July, p. 38 


So far, thumbs down on buying groups 
That’s what manufacturers and distributors told 
EW in a recent survey. July, p. 42 


A weak recovery gets underway 

The recession may be over, but it will take time 
until electrical wholesalers’ major markets come 
back. EW’s annual mid-year outlook takes a 
look at the varied prospects. Aug., p. 38 


Bankruptcy sometimes helps firms to make it 
The new bankruptcy code offers failing busi- 
nesses a second chance. Aug., p. 44 


The battle for control in spec lighting 

Have distributors abdicated their role in the 
industrial /commercial lighting fixture market? 
Are reps intentionally cutting distributors out? 
Are manufacturers standing by, doing nothing, 
as the battle for control of the market gets 
hotter? All three parties get vocal on the subject 
in this special EW report. Sept., p. 39 


The PC wars 

Here’s a look at who seems to be winning, plus 
the distributor’s role in this explosive market. 
Oct., p. 45 


PC supplier directory 
A capsule summary of who makes PCs and how 
they market them. Oct., p. 49 


The art of niche picking 

To compete in today’s tough economy, an elec- 
trical wholesaler has to make a strategic plan 
and pick a niche in the marketplace. In this 
issue, our 4th annual Market Planning Guide, 
we show you the basics of how to put together a 
strategy to position yourself against your com- 
petitors. Nov., p. 37 


What size is the market? 

EW’s handy guide—designed for electrical 
wholesaler managers or salespersons—to use in 
figuring out the dollars of business available in 
local market areas. It’s complete with work- 
sheets and instructions. Nov., p. 51 


Getting into power conditioning 

In this age of computers, products that protect 
them from voltage dips and surges are becoming 
hot sellers. Dec., p. 40 








decision makers 


“We don’t have reps—we have 34 
managers” 

An EW interview with Bob Panaro, president 
and general manager of Gould Inc. Electric 
Fuse Division. Feb., p. 94 


His strategy for unprecedented growth 
George R. Dunbar, general manager of West- 
inghouse’s Bryant Circuit Devices Divisions, 
tells how he plans to make the business grow 
and to pick up market share in an EW inter- 
view. May, p. 34 


Bringing leadership back to Bussmann 
An EW interview with James N. Mills, -presi- 
dent of Bussmann. Oct., p. 52 


Case studies on reps 


Do you know your manufacturer’s rep? 

If not, you could be missing out on the many 
things a rep can do for your business according 
to rep Walter Yusen from Boston, Mass. Feb., 
p. 105 


Automating a good idea 
A Chicago rep puts market research in high 
gear with help from a computer. Aug., p. 55 


Selected trade show coverage 


The latest in D-I-Y products seen at 

Chicago show 

Electrical manufacturers exhibiting at the 
National Home Center Expo say that their retail 
efforts mean more work for contractors and 
more business for distributors. May, p. 60 


A trade fair West German style 


At the Hanover Fair, exhibitors mean business. 
June, p. 69 


Articles for salespeople 


“We've got this great promotion on this week 


Legalaids in selling. Jan., ; 


Why does 120 + 120 = 208? 

To answer that question for a 3-phase ac circuit, 
you have to understand vector math. Here’s how 
the salesperson can master the basics. Jan., p 
21 


Settle for the sale but not the credit for 
problem solving 


That’s just one of the sales tips you’ll find in this 
article. Jan., p. 57 


Are your customers listening? Are you? 
Order makers. Feb., p. 28 


Know the “basic 4” distribution systems 
A salesperson’s roadmap to the most-often used 
electrical power systems. Feb., p. 119 


“One from Column A and one from Column 
B.” Legalaids in selling. Mar., p. 20 





Is there a bar code in your future? | Interviews with supplier At work in the petrochemical industry 
Here’s what you need to know to sell a contrac- 


tor who specializes in oil and chemical process 
plants. Mar., p. 32 


What customers expect after the negotiations 
They expect your continuing interest. And that’s 
just the starting point. Mar., p. 53 


What have you done for me. . . lately? 
Order makers. Apr., p. 28 


It’s all in the preparation 

To help salespeople get ready for a negotiating 
session, John McCarthy presents a detailed 
planning guide. It lists more than 75 things to 
consider. Apr., p. 105 


Soothing “old fogies” shocked by high prices 
People of different age groups react in different 
ways to prices. Here’s how to anticipate what 
they'll say. May, p. 57 


The doughnut man 
Order makers June, p. 34 


How to become a ventilation expert 

Often the simplest energy conservation methods 
save the most money. Ventilating equipment 
offers some easy-to-apply, energy-saving sales 
for the electrical wholesaler salesperson. June, 
p. 37 


Don’t underestimate the power of a miscue 
For the salesperson, how not to undercut a sales 
negotiation. July, p. 47 


It’s not an order until it’s shipped 
Order makers. Aug., p. 16 


A superior attitude: What’s behind it? 
When your customer makes a point of his 
superiority, look for a hidden fear. Aug., p. 51 


The real cost of electric heat 

When fairly compared, heat from electricity can 
cost less than heat from oil or gas. Here’s a 
salesperson’s handy guide to comparative costs. 
Sept., p. 52 


What to do when a low price falls flat 

Your offer couldn’t be beat, yet the customer still 
wouldn’t buy? Maybe he had a problem other 
than price on his mind. Sept., p. 55 


In whose best interests? 
Order makers. Oct., p. 30 


At work in the aerospace industry 

A California contractor knows how to roll with 
the punches. Here’s how his distributors help— 
and don’t help. Oct., p. 38 


When inconsistencies become a hobgoblin 

A radical change in a customer’s behavior 
toward you can drive you to drink. The answer? 
Cool down first. Oct., p. 71 


At ease 
Order makers. Dec., p. 14 


An OSHA handbook for electrical salespeople 
New regulations open up new product sales 
opportunities. Find out about them here. Dec., 
p. 25 
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Recession selling 
Tough times mean new roles for inside and 
outside salespeople. Dec., p. 39 


Beware the introvert 
Offer one a ready-made solution and you could 
sink the sale. Dec., p. 53 


Articles for managers 


Distributors can get a tax credit for software 
development 

A little-known provision of the 1981 tax law 
gives computerized distributors a break. Tax 
attorney Robert Feinschreiber explains how it 
can work for you. Mar., p. 43 


Steps to take to raise your inventory 
turnover rate 

And only one of them is to start an effective 
inventory control system. Alan Silver shows you 
what to do. Mar., p. 57 


Twelve ways to work smarter 

Why work harder when a few small changes 
can ease your efforts? Some tricks of the trade 
from Robert and Irving Footlik. Mar., p. 61 


How to stop the build-up of distressed 
merchandise 

Some really usable ways to hold down or move 
out dead stock from inventory expert Alan Silv- 
er. Apr., p. 110 


How to make follow-up collection calls 
Here’s a simple, effective collection method that 
builds a permanent record on each customer 
who fails to pay on time. June, p. 59 


IRS’s liberalized regulations on inventory 
donations 

Here’s how to donate distressed merchandise — 
and a list of seven organizations ready, willing 
and able to take it off your hands. Aug., p. 57 


If we take title to it, our supplier can’t tell us 
what to do with it—right? 
Legalaids in selling. Sept., p. 30 


How to buy smart on used warehouse 
equipment 

Here’s how to tell a bargain when you see one 
and how to get the best deal. Sept., p. 58 


Deducting bad debts— before they happen 
You may never see cash for your company’s bad 
debts; but you can still turn them to the good this 
way. Oct., p. 58 


New developments in IRS inventory 
valuation 

As tax time looms closer, distributors should 
know how the new laws—and the recession— 
affect their returns. Oct., p. 63 


Telemarketing: an idea whose time has come 
Selling by telephone makes more and more 
dollars and sense these days. Dec., p. 49 


The 1982 Tax Act adds some burdens 
Reduced depreciation deductions, accelerated 
corporate tax payments—they’re just part of 
what’s in store. Dec., p. 46 





Opinion from industry people 


Are “cost plus” orders profitable? 
Carlton Cobert, a Cleveland, Ohio distributor 
offers his unequivocating point of view in EW’s 
“Speaking out” column. Jan., p. 68 


In a grilled cheese sandwich 

How the electrical distributor shapes up in the 
*80s. An observation from Bill Younger, an 
electrical manufacturer exec turned consultant. 
Jan., p. 53 


What some thoughtful industry people say 
about major concerns 

Sixteen spokespersons from the ranks of distrib- 
utors, reps and manufacturers offer their solu- 
tions to the problems of the ’80s. Feb., p. 81 


The personal touch still counts 

As distributors contend with high technology 
products, computers and other such facts of life 
in the ’80s, their mainstay still may be personal 
service says consultant Bill Younger. Feb., 
p. 109 


Some of my best friends are us 

Byron Brewer, NEMRA president, speaks out, 
giving reps and distributors a code to live by. 
Feb., p. 144 


Partners in progress or companies in conflict? 
A plea for open, honest communication between 
manufacturers and distributors. John Bridgman, 
Siemens-Allis Control Products marketing man- 
ager speaks out. Mar., p. 72 


Cooperatives: boon or boom? 
Paul Bowers speaks out on the not-so-funny 
consequences of buying groups. Apr., p. 120 


You can learn to love a lighting rep 
So says Mike Segal, a spec lighting manufactur- 
ers’ representative from Florida. June, p. 76 


What went wrong at CCS/Hatfield? 

The inside story on the building wire makers’ 
woes—a former Hatfield exec speaks out. July, 
p. 60 


Joe College may be just the person you’re 
looking for 

Here’s one solution to finding good people. A 
supplier speaks out about a program that works. 
Aug., p. 80 


Some positive thoughts on the whys and 
wherefores of buying groups 
Distributor Nelson French speaks out in favor 
of buying co-ops. Sept., p. 68 


How questionable distributor practices injure 
the market 

Dean Brown of Southwire speaks out. Oct., 
p. 80 


The case for the master distributor 
Distributor Jack Launder speaks out. 
p. 96 


Nov., 


Manufacturers must help distributors improve 
their profits 

A supplier speaks out on ways to help the 
bottom line without an across-the-board increase 
in margins. Dec., p. 64 
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Editorials 


Mid-sized distributors: endangered species? 
Times and trends. Jan., p. 8 


Problem solving in the 1980's 
Times and trends. Feb., p. 12 


Insane interest rates; Buying groups: a plum or 
a potage? 
Times and trends. Mar., p. 10 


Small business survival; No, bigger is not 
necessarily better; Buying groups’ bad 
vibrations 

Times and trends. Apr., p. 12 


Upbeat notes . . .; GE’s big push in 
automation; Lean & mean in building wire 
Times and trends. May, p. 10 


The biggest bargain in history 
Off the cuff. May, p. 22 


Who and what are responsible for buying 


groups? 
Times and trends. June, p. 12 


The Old Sol Light & Power Co. 
Off the cuff. June, p. 14 


Defining small business: a numbers game; 
Righting a wrong decision 
Times and trends. July, p. 8 


Cooperation—the good end 
Off the cuff. July, p. 10 


When tugging turns to slugging 
Times and trends. Aug., p. 8 


Why D-I-Y? 
Off the cuff. Aug., p. 12 


Empty pipelines; Closing cost: direct versus 
distribution; Extinction? Heck no, rapid 
growth! 

Times and trends. Sept., p. 8 


Depression nostalgia 
Off the cuff. Sept., p. 12 


One $5 order and two small ones 
Off the cuff. Oct., p. 14 


ii 





Buying groups: mini- or quasi 
Chuck Pyle: true grit; Numbers void 
Times and trends. Oct., p. 10 


Where will you grow from here? 
Times and trends. Nov., p. 14 


Quit quoting wholesalers’ customers 
Off the cuff. Nov., p. 22 


Suppliers’ report card: higher and lower 
marks 


Times and trends. Dec., p. 8 


Dealing with the chafferers 
Off the cuff. Dec., p. 12 
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